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[bookmark: _30j0zll]BSCBA Marketing Questionnaire
[bookmark: _sqw0z54f3thn]This Marketing Questionnaire provides us with necessary information about you and your book that will allow our marketing staff to support your marketing efforts and promotional activities more efficiently. Please complete each question even if you have already provided some of the information to your editor. Please send all required documents in one email to the BSCBA General Editor at bscba@cba-site.org.

[bookmark: _1fob9te]Personal Information

Please fill out the entries below; should your title have more than one Author/Editor/Main Contact, please copy, paste, and fill out for each individual. 
*Please note that a phone number is required for shipping purposes. If a phone number is not provided, your author copies will not be processed*

	Date:

	Name:

	Phone(s):

	Email:

	Mailing Address:

	Your website:

	Facebook:

	Twitter:

	Other social media platforms you utilize:

	Institutional affiliation (if applicable):


[bookmark: _t399e7l4q2wv]
Promotional Information

1. Different from your synopsis, how would you describe your book to a stranger on the street? Think concise and conversational.

2. Describe the audience for which your book is intended (academic, lay readers, progressive, evangelical, etc.) And don’t say “everyone,” please. Otherwise, you’ll reach no one. 

[bookmark: _209zk6y266cg]Promotional Contacts

If you choose to do only one thing to effectively market your book, we strongly recommend that you build an email list that will include all personal, familial, and professional connections.

For questions 1, 2, and 3 below, all contacts listed must have a valid email address for our marketing team to promote your title. Contacts without an email address will not be contacted. Feel free to provide as many contacts as you like. We send announcements to tens, hundreds, and even thousands of recipients when provided their email contact information. Each of the categories below are considered a good means of book exposure. 

CONTACT LISTS PROVIDED IN A WORD DOCUMENT WILL NOT BE ACCEPTED OR PROCESSED BY OUR MARKETING TEAM.

Your contacts should be listed on the Excel spreadsheet that was included as an attachment from the BSCBA General Editor during the contracting stage. Please ensure that you list the contacts on the correct tabs (found at the bottom left of the Excel spreadsheet)

1. List all publications (journals, magazines, blogs, etc.), people (family, friends, etc.), and media (podcasts, etc.), along with their current email address, that should be offered the opportunity to receive a review copy of your book once it is published. *Please DO NOT list the endorsers of your book here*

While we have the contact information for many of the more popular journals (Christianity Today, The Christian Century, Sojourners, etc.), for more specialized journals, you must provide the name of the book review editor and their current email address. If you have personal contacts with individuals indirectly or directly associated with a journal (book reviewers, editors, denominational leaders, professors), please encourage them to contact our marketing department directly at: review@wipfandstock.com. 

Contact lists should be submitted as an Excel spreadsheet with (3) columns under the headings “Organization,” “Name,” and “Email” as illustrated below.

	Organization
	Name
	Email



2. Do you have any denominational and/or societal affiliations? If so, it is important to include any names and email addresses for individuals serving in leadership positions at the local, state, regional, and national levels. And while we are happy to send publication announcements to these individuals, we encourage you to personally contact those with whom you have a direct or indirect relationship. 

Contact lists should be submitted as an Excel spreadsheet with (3) columns under the headings “Organization,” “Name,” and “Email” as illustrated below.

	Organization
	Name
	Email



3. Do you foresee this book being used in classrooms as a primary or secondary textbook? If so, please indicate the field(s) of study and types of courses that would use the book. Not all titles will appeal to professors or universities for textbook adoption; please use your discernment.
Textbook Adoption Email List:
· You do not need to know the professor, only that they are candidates for textbook adoption of your book.  
· Where applicable, the soliciting for textbook adoption should be an author’s top priority. The effort put into textbook adoption prospects can be beneficial by way of use and exposure through class reading, research, and word of mouth.

*Please note that our marketing team is unable to generate lists of professors* 
From our experience, marketing is more impactful and successful when having a carefully curated list from you, the author.

Contact lists should be submitted as an Excel spreadsheet with the following columns of data.

	School Name
	Professor Name
	Email



4. Please indicate any professional societies or groups of which you are a current or past member on the Excel spreadsheet.

5. Please list any conferences (national or regional) that you regularly attend and/or have plans to participate in as a speaker or panelist:

Notes on conference attendance: Wipf and Stock maintains an up-to-date conference calendar at wipfandstock.com/events-calendar. If you are attending one of our scheduled conferences and you would like to ensure that your book is included with our exhibit, please contact either Joe Delahanty or Jorie Chapman at joe@wipfandstock.com or jchapman@wipfandstock.com. If you are participating at a conference that will not be attended by Wipf and Stock, there may be options for coordinating an unmanned display, so please reach out for more information.

6. List any upcoming speaking engagements, including dates and location(s). 



What Will the Wipf and Stock Marketing Team Do for My Book? 

Wipf and Stock’s primary channels of promotion are: social media platforms (i.e., Facebook, Twitter, Instagram), conference exhibits, www.wipfandstock.com, digital catalogs, journal advertising (print and digital), review and desk copy distribution, and online newsletters. Most importantly, our main contribution to the marketing of your title is outreach via publication/new title email announcements. These announcements are sent around two to ten weeks after publication and offer the contacts/journals that you listed on your Marketing Questionnaire the opportunity to request a review copy of your book. Upon their request, we will then send along a complimentary review copy of your book to anyone that qualifies for a copy. Review copies are not automatically sent to those listed on your MQ. The review recipient must qualify and first request a review copy. We can also offer the design of marketing materials such as flyers, bookmarks, social media posts, print ads, etc. Outside of this, it is up to the author to organize speaking events, book signings, etc.
Please also note that our marketing team is not able to create lists of journals, contacts, or professors for our authors. From our experience, marketing is more impactful and successful when having a carefully curated list from you, the author. 

[bookmark: _2et92p0]The Role of the Author
As we previously mentioned, it’s crucial for authors to promote their own work. You, as the author, are the best person to do this. If you have a wide network, you’ll be able to sell more books. Our best-selling titles are by authors who use their books in classrooms, churches, and academies. Additionally, authors who speak at congregations, study groups, retreat groups, or seminars will sell many more books than those who don’t engage in such activities. Taking flyers and books to sell at speaking events is an excellent way to market your book.
Authors who host readings at their local bookshops, have a strong online presence, distribute copies to peers and thought-leaders, and encourage their book’s use in diverse settings will sell the most books. These are just a few of the ways to get your work in front of its intended readership and fuel the most essential by-product of any marketing campaign: word of mouth. If what you’ve written is good, readers will want to tell others about it.
In a world of mobile devices, social media news feeds, twenty-four-hour streaming services, and an endless cascade of advertisements, it can seem like an insurmountable task to gain visibility for your work. But don’t be discouraged! Stay enthusiastic and motivated, as those qualities alone can be infectious. People generally love to support individuals who have worked hard to accomplish something. Your excitement for your book will motivate people to follow your journey and, hopefully, support your work. 
Lastly, keep in mind it is a crowded marketplace; with nearly eight thousand new books entering the US marketplace daily, competition for attention is fierce. How will your book get noticed? How will you position yourself as an expert in your given profession? Books won’t sell themselves; passive marketing (i.e., print and social media ads, bookstore placement, journal reviews) might pass the eye-test, but such strategies rarely move the sales needle. Word of mouth is crucial to your title’s success; how will you get your first reader to tell others about your book? Think small; any promotional campaign must begin by connecting with your personal, familial, and professional network. As mentioned previously, building an email list is the single most important and effective way to communicate with your potential audience and customers. Find ten to twenty people who will love your book and scale up from there. Lastly, don’t be shy; marketing (and publishing) is about relationships. While you might be a reluctant self-promoter, there will be many who buy your book only because you wrote it, so set aside your self-consciousness and let your audience hear directly from you. 

[bookmark: _q0scde7d25rv]Further Tips on Marketing . . .
Let’s begin with a few suggestions:
1. Please read The Ten Awful Truths of Publishing. It’s important to know the publishing landscape before you begin the writer’s journey.
2. For expert advice on how to write and promote a book that stands the test of time, we cannot recommend Ryan Holiday’s Perennial Seller enough.
3. Should you choose to create an author website/blog/social media profile(s), make certain that you can continue to add new content to these sites, as opposed to providing nothing more than information about you and your book. Ultimately, you want readers to consider these platforms as key sources for accessing new information about the topic of your book. 
4. Consider participation in local, regional, and national conferences to increase awareness about your book’s current or forthcoming publication. 
5. Set up events such as speaking engagements and book signings at bookstores, schools, libraries, churches, workshops, conferences, etc. Contact your school or local library to inform them of your book’s publication and seek to host a launch party at your school’s bookstore and/or local bookstore.
6. Offer a special web-coupon through your website and/or social media platforms providing a 40% discount on the purchase of your book at www.wipfandstock.com. Contact Joe Delahanty, Jorie Chapman, or Sierra Jackson for more information (joe@wipfandstock.com, jchapman@wipfandstock.com, sierra@wipfandstock.com).
7. Order copies of your book in bulk. Besides earning a higher margin of profit when compared against the net royalty received on regular sales from Wipf and Stock, the added savings will allow for price flexibility as you consider your audience from one event to next. To receive a bulk-rate quote, please contact customer service at orders@wipfandstock.com.
8. Pre-publication flyers are available upon request. Please contact our Marketing Coordinator, Joe Delahanty at joe@wipfandstock.com, to make arrangements. Cascade Book authors should reach out to Jorie Chapman at jchapman@wipfandstock.com. Post-publication flyers are also available upon request: Upon release of your book, our marketing department can make available a color promotional flyer for your book in PDF format; please reach out for more information.

Please submit this completed form to the BSCBA General Editor at bscba@cba-site.org. 

If you have any changes to your contact information or to your author bio, please submit them to editorial@wipfandstock.com. Please report changes such as new email addresses, new book titles published, academic promotions, completed degrees, etc. Thank you!

_____________________________________________________________
[bookmark: _4d34og8]YOUR WIPF AND STOCK MARKETING TEAM 

Marketing Director: James Stock				james@wipfandstock.com
Marketing Coordinator: Joe Delahanty				joe@wipfandstock.com
Marketing Specialist: Jorie Chapman				jchapman@wipfandstock.com
Marketing Assistant: Mike Munk			     	mike@wipfandstock.com
Marketing Assistant: Sierra Jackson				sierra@wipfandstock.com
Social Media Director: Zechariah Mickel			zmickel@wipfandstock.com
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